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Product Offering Kudler

Kudler Fine Foods (Kudler) was established in 1998 when founder, Kathy Kudler, fulfilled her vision of establishing her own gourmet food store. The company has three locations in San Diego, La Jolla and De Mar, California.  Kudler has experienced significant growth and success and as a result, the company has become focused on expanding operations globally into Brazil and adding gourmet coffee to the product line. This research paper will help Kudler identify the important decisions involved in developing a successful marketing strategy.
Marketing Need and Growth

Brazil is a culture full of rich values and beliefs with culture that is traditional yet modern. Kudler will need to identify with the Brazilian culture by understanding “culture is the most fundamental determinant of a person’s wants and behavior” (Kotler & Keller, 2007, p. 85) in determining which services or products they wish to purchase or consume. 

Organizational buying and business market determination are two key factors that Kudler will need to analyze to market their organic coffee product. Brazil is opening up its doors to export goods and trying to incorporate more opportunities for outside business to succeed in their country. The changing of the trends will provide a perfect opportunity for Kudler to present their new line of organic coffee.  Identifying the business markets in which to conduct business will be a challenge, but with the right benchmarking the company can be successful. 

Research will be needed to identify the market needs and wants of Brazil. This research will have to be broken down into individual sections of the country; as the needs and wants may differ. Kudler will have to use the strategy of target marketing to achieve the success. To determine the needs and wants of the people they will have to use geographic segmentation to analyze the different market segments efficiently and vigilantly. They will need to market to make sure their data is measurable, substantial, accessible, differentiable, and actionable (Kotler & Keller, 2007, p. 127-128). Brazil is a big country that has similar cultural values, but each region does determine their own wants and needs.

SWOT Analysis
Examining the Strengths, Weaknesses, Opportunities, and Threats (SWOT) is a tedious but rewarding task for the company. Kudler’s strengths include no direct competition, good store locations, and repeat customers. Their weaknesses are small overwhelmed management team, high payroll, and perishable goods. Opportunities reveal external environmental issues that will lead to profit and growth by offering more catering service and delegate purchasing power.  Threats outline the external environmental issues which are competing stores and decline of the economy (Quick MBA, 1999-2010).  

The SWOT analysis has determined that Kudler must implement a process that helps with the purchasing and inventory of perishable goods.  A solution to Kudler’s problem would be to hire a Purchasing Agent whose responsibility would be purchasing and rotating inventory.  Kudler has determined to maintain a competitive edge they will introduce a line of gourmet coffee in Brazil.  Kudler will access coffee beans grown in Brazil and will be able to import their own brand for their markets in the United States while entering into the Brazilian market.  
Competition

Kudler’s first objective is identifying competitors in Brazil. Once competitors are identified Kudler needs to understand what angle competitors are approaching the market with. In dealing with competition it is important to know competitors strategies.
While Kudler identifies competition they will also need to establish their market strategy in terms of competition. Kudler needs to identify market segments and target audiences, along with an advertising plan that connects Kudler as brand to customers; this can be done by using the right mix of elements in an advertising strategy. One main element that Kudler should emphasize is that it offers quality gourmet coffee. Next, Kudler should address the four P’s; product, price, place and promotion in terms of competition. Kudler should also determine the forms of advertising it should use; television, news paper, radio, internet are all viable options. Next, Kudler should work on a customer relationship strategy by acquiring and retaining customers through a customer relationship management plan. Finally, Kudler should provide some form of customer feedback to measure customer satisfaction and how it can be improved along with other market research data.
Product Offering/Product Definition
Kudler offers several different types of products to include bakery, meat and seafood, produce, cheese and dairy, wine, and coffee (University of Phoenix, 2010). Kudler will market the finest processed gourmet coffee. The gourmet coffee will have the finest flavors and will be very different from what others can purchase from any other retailer. At the inception, Kudler will market various types of coffee beans and different coffee flavors to consumers. The coffee beans will be organically grown from different parts of Brazil. The target market of consumers that seeks quality high-end gourmet coffee that has a bold taste will enjoy Kudler’s coffee.

Product Identification
Kudler Fine Foods name will appear on the packaging of gourmet coffee. The brands used will be Kudler. The distinct trademark of Kudler Fine Foods will provide the identification for the gourmet coffee. 
Justification for Product Choice

Kudler’s history has proven the company has been able to maintain continued growth and expansion without abandoning core competencies, change its values, or take unnecessary risks.  The company will continue to focus on providing the gourmet experience by developing new a new gourmet line of coffee line in Brazil. Coffee consumption in Brazil is constant and there tiny café’s throughout the country (Hayes-Bohanan, 2008).  Global demand continues to rise for coffees produced in Brazil (Murphy, 2011).  Intelligent planning that maintains the vision, mission, and values of the past will be the foundation for marketing future coffee products. 

Conclusion

While Kudler has experienced significant growth the company must recognize the importance of customer relationship management, market segmentation, and customer value. Kudler will have the opportunity to expand their new product and services globally to achieve goals of meeting customers’ needs. A thorough SWOT analysis and an understanding of the marketing research process will provide the foundation to help Kudler successfully promote the company’s launch of its new gourmet coffee line into Brazil.  
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